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Sales Leader | B2B Revenue Growth | Strategic Accounts | Team Development

SUMMARY

Sales leader with a track record of growing revenue, expanding strategic accounts, and leading cross functional execution across complex B2B environments.  Experienced in enterprise sales, business development, consultative selling, CRM improvement, team development, and high value account management.  Known for combining sales disciplines, operational judgment, and relationship driven growth to improve pipeline visibility, customer experience, and long-term revenue performance.

EXPERIENCE
Incentive Concepts, Territory Sales Manager | 2022 to Present

· Manage a $12MM enterprise and mid market territory across hospitality, financial services, loyalty, and corporate client segments.
· Grew my original territory revenue from $4.3MM to $8.6MM, a 93% increase, in under three years through strategic account expansion and new business development.
· Drove 500% growth with a major hospitality client while maintaining consistent double-digit year-over-year growth across key accounts.
· Lead complex client programs averaging $1.5MM to $3MM involving fulfillment, logistics, branded merchandise, kitting, events, and multi stakeholder coordination.
· Partner cross-functionally with operations, marketing, IT, and leadership to improve execution, customer experience, CRM execution, and sales process scalability.

The Sound Room, Sales & Business Development | 2021 to 2022

· Rebuilt a declining business segment through targeted outreach, relationship development, and customer engagement.
· Increased customer engagement through digital and social selling initiatives while improving sales and operations coordination.
· Developed new revenue opportunities within premium consumer technology markets.

C.H. Robinson, Operations Manager | 2018 to 2021

· Worked with strategic sales to develop and launch a new transportation lane program that generated more than $2.6MM in revenue within 18 months.  
· Developed hiring, onboarding, and performance frameworks to improve operational consistency and team accountability.
· Worked closely with sales and operations teams to improve customer execution, service levels, communication, and performance.

Bose Corporation, District Manager / Regional Market Representative | 2013 to 2018

· Led a top performing district delivering 110%+ of sales targets across multiple retail locations.
· Built and coached high performing teams while developing future sales leaders.
· Delivered the first above goal performance in a major account in seven years and earned multiple national performance and leadership awards.
· Developed deep expertise in premium technology products, customer engagement, and solution-based selling.

Best Buy, Sales & Sales Leadership | 2007 to 2013

· Delivered top tier individual and team sales performance in highly competitive retail environments.
· Improved premium home theater revenue through a customer engagement driven sales approach and led teams through organizational change.

U.S. Air Force, Secure Network Systems Installation | 2001 to 2005

· Built a foundation in systems thinking, technical problem solving, operational discipline, and accountability.

EDUCATION
University of Missouri - St. Louis | Bachelor of Science, Business Administration, Marketing

CORE COMPETENCIES
Enterprise Sales  |  Strategic Accounts  |  Business Development  |  Pipeline Growth  |  Team Development  |  Cross Functional Leadership  |  CRM & Sales Process Optimization  |  HubSpot CRM  |  Executive Communication  |  Complex Program Management  |  Customer Retention
